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WJ Murray & Associates

4200 Montrose, Suite 590  (  Houston, Texas   77006

(713) 522-9656 Phone   (   (713) 522-9661 Fax

www.wjmurray-assoc.com

W J Murray & Associates is a dedicated group of highly qualified consulting professionals committed to providing measurable, bottom line results.  Our areas of expertise and experience include:

Getting to the Future First:  Strategic Positioning

W J Murray & Associates have helped clients:
· Move quickly through a proven process to define the organization’s future strategic position including market identity, customers, vision and goals of the enterprise - the real work can get done

· Define the firm’s value proposition and uniqueness relative to competitors

· Build assumptions that create the pathway to the future.  Create budgets that lead to the fulfillment of those assumptions -THE KEY TO IMPLEMENTATION

· Communicate the organization’s vision and goals to its members and communicate its identity and value proposition to its customers and external stakeholders 

· Tie core competencies, business processes and the management information system to the strategic objectives of the enterprise-total alignment with the enterprise strategy

· Stop planning and get to the important decisions that produce bottom line results

· Implement strategic decisions by identifying a crisis that energizes the commitment to change

· Build an organizational structure that supports the accomplishment of the critical success factors and key  business processes of the firm - keep the organization moving in the right direction

· Clarify the roles and responsibilities of senior managers in setting direction and leading, borrow perspectives from other executives within and outside the client's industry, and broaden perspective through briefings with industry experts

New Product/Business Development 

    W J Murray & Associates have helped clients:

· Move quickly through a proven process to define the opportunity and a pathway to successfully capitalize on new product/business opportunities

· Successfully launch new product and business ventures in a variety of industries including retail, software, medical, manufacturing, energy, refining and petrochemical

· Assess market opportunities for new product/business

· Market opportunities

· Market size & growth

· Barriers to entry/critical success factors

· Competitor strengths, weaknesses & value propositions

· Assess compatibility of opportunities with company objectives & strategies

· Establish a credible value proposition and an ability to deliver the value proposition in a competitive environment

· Assess ability of new product/business to create value (over the competitive offering) for target customer groups;  model the financial/economic performance under probabilistic market scenarios

· Structure the organization and human resources needs to effectively introduce a new product and/or enter a new business

· Model market scenarios in a way to determine the economic value added of new product/business ideas

High Quality Decisions, Objective and Subjective Criteria, Short Cycle Times


W J Murray & Associates have helped clients:
· Define the problem to be solved

· Develop a consensus on qualitative and quantitative criteria that lead to the solution

· Establish the relative importance of the criteria by ranking all possible pairs of criteria (Analytical Hierarchy)

· Score alternatives on the criteria - develop consensus

· Rank the alternatives - develop consensus

· Challenging the process - not the decision

· Increase the depth of understanding of the goal, criteria, and solution options

Getting Value from Outsourcing and Strategic Alliances

W J Murray & Associates have helped clients:
· Define the goals and culture of the enterprise as the foundation of strategic alliances

· Avoid the pitfalls of outsourcing and strategic alliances - get results quicker

· Know when to use strategic alliances by defining essential core work, strategic work and enabling work - avoid wasting valuable senior management time

· Implement a process for developing strategic alliances and outsourcing partners

· Implement strategic alliances and outsourcing programs - get the results expected

Winning Strategies for Joint Ventures, Mergers, and Acquisitions

W J Murray & Associates have helped clients:
· Tie joint ventures, mergers and acquisitions to the strategies of the enterprise

· Avoid the pitfalls of joint ventures, mergers and acquisitions - fewer false starts

· Search for and secure partners in shorter cycle times

· Structure successful agreements 

· Work with the partner in the transaction to develop and implement an integration plan - joint commitment to the results and how they will be achieved

· Implement successful joint ventures, mergers and acquisitions - get the bottom line results

· Develop and implement foreign joint ventures, mergers and acquisitions - avoid the painful learning experiences by working with someone who has done it successfully

Competitive Intelligence is NOT a Report

W J Murray & Associates have helped clients:
· Understand competitive intelligence is not a written report describing competitive activity and financial results

· Involve senior management in a process to discuss and debate competitive activity thus developing a deeply shared and tested perspective of the competitor’s future market position and the implications for the firm

· Understand that value added competitive intelligence impacts resource allocation

· Develop strategies to mitigate the impact of competitive strategies

· Implement a real time management information system (Intranet or GroupWare based) to enable the collection, compilation and communication of competitive information to members of the organization 

· Create an initial data bank of competitive intelligence containing competitors’ strategic direction; geographic, industry and market coverage, cost structure, customer mix, customer satisfaction, channel of distribution, core competencies, and competitive advantage of key competitors

Training Strategies That Produce Bottom Line Results 

W J Murray & Associates have helped clients:
· Define competencies that build competitive advantage

· Complete needs assessments and develop training metrics

· Establish baseline measurements - training that produces bottom line results

· Design and develop training curriculum

· Implement and assess training programs

· Develop focused training programs to achieve the target level of skills

· Continuously improve the competency based development process

W J Murray & Associates is committed to delivering cost-effective results using just-in-time concepts with involvement of the principals in each consulting engagement.  W J Murray & Assoc. has worked with a range of companies in various industries, some of which include Shell Oil Company, American General Life Insurance Company, Coastal Gas, Ernest & Young, Tenneco, Enron, AT&T, IBM, Exxon, Texaco, Randall’s Food Markets Inc., Dresser Industries, BMC Software, Amoco, and Phillips Petroleum Company.
W J Murray & Associates includes the following consulting professionals:  

William J. Murray
Dr. Bill Murray brings to his clients over 20 years of corporate and consulting experience with such firms as Union Carbide Corp., Shell Oil Co., American General Life Insurance Co., Exxon, IBM, Randall’s Food Markets, Enron, BMC Software, Dynegy (formerly NGC Corp.), Dresser Industries and Phillips Petroleum. His experiences include profit and loss responsibility for strategic business units, new business and product development, marketing and sales management, merger and acquisition evaluation and implementation, and development and implementation of strategic business plans. Dr. Murray is an Executive Professor of Management at the University of Houston where he teaches Strategic Planning and Business Policy in the Executive MBA program. 

George W. Grimm

Dr. George Grimm is a senior level executive and management consultant with over 25 years experience in strategic planning, R&D management, industrial marketing, and new business development. Dr. Grimm began his professional career in the research and development laboratories of Owens-Corning Fiberglas Corp. and advanced to the position of Associate Director of Research and Development.  He was subsequently selected to lead Owens-Corning’s first new ventures/business development team. He was later retained by Pennzoil to identify new business opportunities in the minerals sector, and develop value-added markets for both metals and non-metals.  Dr. Grimm is a graduate of The University of Rochester.  He obtained his Ph.D. in Physics from Lehigh University, and has completed the Harvard Business School’s Profession of Management Program. 

Eva Archer-Smith

Eva Archer-Smith has most recently served as a principal of the ArcherSmith-Helin Group. Before establishing The ArcherSmith-Helin Group, she was Vice President of Marketing and Corporate Communications for SystemOne Corporation, where she managed an international sales and service team of 300 people.  Recruited by Texas Air in 1986, she doubled the customer base and created a national identity for the company.  When she left, three years later, EDS purchased 50 percent of SystemOne for $250 million.  Prior to her experience with Texas Air, Eva was a Senior Public Affairs Specialist for Exxon Company USA, specializing in the development of public relations programs.  An award-winning video documentary she wrote and produced has been credited with changing public attitudes toward offshore drilling, leading to significant changes in federal and state legislation. Her clients include Exxon, Compaq, Hoechst Celanese, AT&T, Columbia/HCA Healthcare, McDonald’s, Kodak, Wal-Mart, Schlumberger, Texas Commerce Bank and Price Waterhouse.

David Shields

Dr. David Shields received his Ph.D. from the University of Michigan in 1980, and is currently Associate Professor of Accountancy and Taxation at the University of Houston on sabbatical at the Thunderbird School of International Business in Phoenix.  He teaches both financial statement analysis and cost, managerial accounting in the Executive and Professional MBA programs, and addresses managers on cost accounting and capital budgeting issues through the University of Houston’s Executive Development Program.  In addition to his academic work, Dr. Shields has consulted across a broad range of industries for such firms as Shell Oil, Brown & Root, McKinsey & Co., Coca Cola Foods, IOMEGA and Chevron.

Michelle Helin

Michelle Helin has most recently served as a principal of The ArcherSmith-Helin Group. Before forming The ArcherSmith-Helin Group, Michelle was Vice President of Marketing for SAM’S Club where she had the responsibility for membership sales, advertising, database marketing, strategic planning, the field marketing organization and national sales development. She created new programs to set the company apart including business to business marketing which generated over $100 million in the first quarter of 1994 and enhanced systems procedures which increased club membership renewals by 10%.  As Vice President of National Sales for Texas Air Corporation, Michelle, starting from scratch recruited a top-notch sales force and formulated innovative marketing strategies to overcome the formidable barriers to entry. At ABC Television in 1978, Michelle was Vice President of Special Services where she designed and implemented procedures and automated tracking systems for such major events as the Olympics, Monday Night Football and other production related activities. Her clients, which include GE Capital Financial Services, Brown & Root, Onmicon, Subsea, Hines Interest, Internet Waterways, Investgrow, Hastings Music, Books, Texas Biotechnology and Rapp Collins, come from diverse industries and are both well established companies and entrepreneurial start ups.

Dennis A. Adams 

Dr. Dennis Adams is chairman of the Decision and Information Sciences at the University of Houston and is a Certified Computer Professional (CCP).   He has consulted with a wide variety of firms in the areas of information systems design and management, including information technology strategic planning.  He has designed and implemented business, scientific and system software on a wide range of hardware in the public and private sectors. His research interests include management of information communication technologies, the uses of information technology for organizational competitive advantage, and the analysis and design of parallel systems.  He has articles published in journals such as Interfaces, Journal of Information Research, Data Base, MIS Quarterly, and Information and Management

Steve Anderson
Steve Anderson founded Acorn Systems in 1996 and currently serves as President.  Prior to joining Acorn Systems, Mr. Anderson was a consultant for McKinsey & Company in their Texas office.  At McKinsey, he assisted clients in improving operational profitability through leveraging activity-based management concepts.  He was an active member of both the Retail and Electronics Practices and has published several articles.  He was previously employed with Exxon Chemical Company as a marketing representative and at General Electric as a systems representative.  Mr. Anderson graduated from Harvard Business School with highest distinction as a Baker Scholar.  While at Harvard, he completed several consulting engagements with distributors, helping them implement activity-based costing.  He received a dual degree in Engineering Management Systems and Chemical Engineering at Princeton University and a Post-Baccalaureate degree in Accounting from the University of Houston.

James Brigman

Jim Brigman helped found Acorn Systems and currently serves as COO.  Mr. Brigman brings a strong financial and consulting background to his engagements.  Before Acorn, Mr. Brigman was an associate at Donaldson, Lufkin & Jenrette in their investment banking division.  Prior to DLJ, he was a consultant for Booz Allen & Hamilton, where he performed activity based costing analysis for energy clients and the distributors that serve them.  Using activity-based costing techniques, he identified tremendous cost savings for both the major energy companies and their supplying distributors.  Prior to Booz Allen & Hamilton, Mr. Brigman was a manager and senior engineer for Solvay America at their hydrogen peroxide facility.  Utilizing techniques such as statistical process control and business process redesign, he helped to greatly enhance operational performance.  He received his MBA from Harvard Business School, and a M.Ch.E and BS in Chemical Engineering from Rice University.  While at Rice, Mr. Brigman was the Outstanding Senior Chemical Engineer Honoree, on the President’s Honor Roll, in the Phi Lambda Upsilon Honor Society (President), and a varsity athlete.

Jennifer Lynn Bryant

Jennifer Bryant has extensive experience with SAP project development and implementation including pre-implementation assessment and process mapping, change management, post-SAP process mapping and work process roles and responsibilities in the SAP environment. Ms. Bryant has produced MM, FI/CO SAP documentation including training modules, exercises, quick reference cards and workshops. She has led work teams involved in the integration of a company wide communications, training and development plans, as well as the development of a help desk for SAP implementation. Mr. Bryant has worked in a variety of roles in SAP projects including Project Leader, consultant, and Training Specialist. Clients have included Petroleos de Venezuela (PDVSA), Kraft Foods, Reichhold Chemicals and Shell Oil Company.  She received her BA degree in International Relations and Spanish from the University of Wisconsin. She is fluent in Spanish and Portuguese.

Belton Flournoy

Belton Flournoy brings over 25 years of corporate work and consulting experience to his consulting engagements. While employed by one of the world’s leading petroleum companies he was responsible for developing new commercial opportunities. His successes include midstream market strategy development and implementation for a $5 billion plus initiative, pipeline projects (20% ROI; $30MM investment) and asset portfolio management ($40MM plus per year). He has managed complex capital projects as well as lead cross-functional teams in a variety of settings that included diversity training development and execution, asset ownership restructuring and pipeline project development and execution. Mr. Flournoy’s consulting experience includes facilitating growth strategy sessions and problem solving meetings, negotiations with 64 vendors resulting in 27 contracts to provide pediatric home health care for Texas Children’s Home Health Services and increasing efficiency of field operations by establishing training modules for Mobil. Mr. Flournoy has completed assignments for The Hall Group, Mobil Natural Gas, Inc., Mobil Exploration and Producing, Inc., The Superior Oil Company and Shell Oil Company. Mr. Flournoy received his BS degree in Mechanical Engineering from the University of California at Santa Barbara. 

John F. Graham

John Graham, a mechanical engineer, has over fifteen years experience focusing on the development, implementation and on going management of quality systems.  In 1989, Mr. Graham implemented one of the first ISO 9000 systems in North America.  More recently, his consulting engagements have focused on QS 9000 applications.  His unique skill of bringing technical expertise as well as interpersonal skills to engagements is evidenced by his ability to serve as a consultant in the petrochemical, distribution, engineering, electronics and service industries.  He has completed engagements at Texaco, Westlake Polymers, Lyondell Petrochemical, Quantum Chemicals, Witco Chemicals, Ashland Chemicals, Pak Tank, Southern Container and Ethyl Corporation.  His articles have appeared in Hydrocarbon Processing Magazine, The Oil & Gas Journal and Plant Services Magazine.  Graham holds a B.S. degree in Mechanical Engineering and an MBA from the University of Houston.   

Virginia Hoefler

Virginia Hoefler has over 20 years of experience in determining, developing, and delivering customized training programs for Fortune 500 clients, including The Coca-Cola Company, ALLTEL, Bristol-Myers Squibb, Service Corporation International, Dun  & Bradstreet, and Caterpillar.  She has served on an ASTD International Sales and Marketing Training task force and was part of a 12-person University of Houston board charged with better aligning their Instructional Technology program with that required of business.  Her areas of expertise include assessing training needs against business needs, developing training strategies to improve performance, designing and installing training evaluation systems and determining appropriate training department infrastructure.  Representative projects include the design and implementation of the structure and training curriculum for an international services firm comprised of 35,000 employees, development of  all necessary programs and prepared all job, recruiting, compensation, and training materials necessary for an $8 billion dollar telecommunications firm start its own call center from the ground up.

Angela L.J. Hwang

Dr. Angela Hwang received her Ph.D. in Managerial Accounting at the University of Houston.  She received her MS in Accounting at the University of Alabama and her BS in International Trade at the Chinese Cultural University in Taiwan.  Dr. Hwang’s areas of experience and expertise encompass the design and execution of research projects involving the identification of capital allocation techniques and operation efficiency that lead to superior financial performance.  She is proficient in the use of numerous databases, including Standard and Poors Compustat data tapes, and statistical software packages including SPSS and SAS.  She is a Research Consultant with W J Murray & Assoc., and has completed assignments in the Petroleum, Retail and Health Care industries.

Stephen L. Kesinger

Stephen Kesinger is completing his Ph.D. in Business Management at the University of Houston.  He is a seasoned professional with a multitude of experience in large corporate and mid-size entrepreneurial organizations.  His experience includes all aspects of procurement and materials management including strategic planning, leadership, coaching/mentoring, training, facilitating, consulting, negotiating and incentive contracting.  After spending 10 years with Shell Oil Company working in the area of Supply Chain Management, he established his own consulting practice to bring innovative supply chain management expertise to industry.  Included in his expertise is the development of training classes, strategic planning for procurement groups and implementation of local and wide area networks.  Dr. Kesinger has completed engagements for The National Association of Purchasing Managers, Exxon, North American Coal Company, Union Pacific Resources, American Management Association and Shell Oil Company.

Maria Korn

Ms. Korn is a consultant experienced in the development, management, marketing and delivery of competency based training and development programs, career development and job search transition services.  She facilitates career transition and job search seminars for managerial, professional, technical, administrative support and manufacturing level staff.  She has provided training for managers, supervisors and human resource professionals.  Ms. Korn has designed training programs on performance management that was delivered to 500 corporate employees of a Fortune 50 company.  In addition, Ms. Korn is highly experienced in the areas of training and development, counseling/career assessment, project management and marketing/sales.

Bruce E.A. Larsen
Bruce Larsen has more than 30 years of business management experience, most recently as President of the $400 million Surfactants and Chemical Division of Vista Chemical Co.  He has created growth opportunities, both domestic and international through team-building, "partnering," communication and strategic skills.  Mr. Larsen brings a wealth of practical, hands on experience to his consulting assignments having held positions of increasing responsibility in sales, marketing, business and enterprise management in firms that include Dow Chemical, Olin, Conoco Chemical, E.I. Dupont, as well as Vista Chemical Co.

Herbert L. Lyon  

Dr. Pete Lyon, former Associate Dean of the College of Business, and Professor of Marketing at the University of Houston has consulted extensively on a worldwide basis throughout his career. He is currently a principal in the Huntwick Consulting Group, which offers consulting services in the area of business, marketing, and economics.  He counts among his clients, Shell Oil, Tenneco, Brown and Root, AT&T, Ernst and Young, Deloitte & Touche, Baker & Botts, and Fulbright & Jaworski. 

Timothy McMahon
Dr. Tim McMahon is Associate Professor of Management at the University of Houston where he teaches courses in organizational design, development and change.  His credentials in organizational design and change are well recognized in the business industry as evidenced by consulting assignments at Coca Cola, Conoco, Exxon, Ford Aerospace, Hughes Tool, Schlumberger, Shell Oil and Tenneco.  These engagements have been in the areas of conflict resolution, team building, inter-group behavior, organization design and change, leadership and decision making.  Dr. McMahon's international experience includes assignments in Germany, Mexico, Singapore, Indonesia, Egypt and Spain.  
Julio Peixoto

Dr. Julio Peixoto received his Ph.D. in Statistics from Iowa State University and is currently Associate Professor in the Department of Decision and Information Sciences at the University of Houston.  Dr. Peixoto teaches courses in Statistics, Multivariate Statistical Methods, Linear Models and Design, and Development of Experiments. Additional responsibilities include research, consulting and supervision of Ph.D. students.  He recently completed consulting engagements involving statistical analysis for the Inter-American Development Bank, Practical Tank Management, Gelb Consulting Group, Inc. and the Ministry of Economy and Finance in Uruguay.  His articles have appeared in the Journal of the Inter-American Statistical Institute, Communications in Statistics - Theory and Methods, Journal of Statistical Planning and Inference, and many others.  Dr. Peixoto is a member of the American Statistical Association, Inter-American Statistical Institute and Institute of Mathematical Statistics.

David Stoner

Dr. Stoner specialties include strategic planning, organizational assessment (to both the Baldridge Criteria and ISO 9000) and process reengineering in both the manufacturing and service environments.  David is also an Adjunct Professor of Management with the University of Houston - Clear Lake.  Currently, Dr. Stoner is also Manager, Continuous Improvement, and Lockheed Martin Space Information Systems where he is corporate point of contact for cost of quality best practices.  Prior to joining Lockheed Martin, he was Operations Manager with Schlumberger Well Services where he successfully led a reengineering project which resulted in cycle-time reduction from four months to seven days, defect rate reduction from 20% to less than 2%, and a machine down time reduction by 40%.  Dr. Stoner holds a Ph.D. in Bioengineering from Purdue University and MS and BS degrees in Metallurgical Engineering from Purdue University and The University of Oklahoma respectively.

Peter Sutanto

Dr. Peter Sutanto received his Ph.D. in December 1996 from The University of Houston with a concentration in Statistics and Operations Research with Computer Science as a supporting field.  He also earned his Masters Degree from Rice University and a degree in Civil Engineering from Universitas Katolik Parhyangan, Bandung, Indonesia.  He is currently Assistant Professor of Management and Marketing at Prairie View A&M University with responsibility for teaching Statistics, Operations Management and Management Information for graduate and undergraduate students.  Dr. Sutanto has recently completed an engagement at OPCON Corporation in Houston. His work there involved analysis, statistical programming, optimization and simulation.  His computer skills include programming capability in SAS, SPSS, BMDP, MATLAB, Mathematica, GAMS and VAX/VMS.  He is a member of the American Statistical Association, the Institute of Management Sciences and the Decision Sciences Institute.
James W. Teegarden
Mr. Jim Teegarden is a senior consulting professional that spent 35 years as a senior executive in the Fisher Controls organization before starting his own consulting practice. Mr. Teegarden began his career at Fisher as a mechanical engineer in Fisher’s Marshalltown, Iowa production facility.  He was promoted rapidly and became plant manager of that facility in 1965.  He was later promoted to Vice President of Technology, responsible for Fisher’s worldwide technology development programs.  His next assignment was as Vice President of North American Operations, where his responsibilities included manufacturing, sales and administration.  Mr. Teegarden was then promoted to group Vice President of Fishers’.

As group Vice President, Mr. Teegarden was accountable for the development and execution of strategic plans, business performance, profitability return on assets, etc.  Throughout his distinguished career at Fisher, Mr. Teegarden gained experience in managing manufacturing operations, quality and cost improvement programs, market channel strategy, new product development, R&D management, new product launches, market development, global sourcing, key account relationships and financial performance.  He holds a BS in Mechanical Engineering from the University of Missouri, MBA from Pepperdine and a Ph.D. in Industrial Education from Iowa State University.

Nairong Yan

Nairong Yan is a consulting analyst with W J Murray & Associates working in the areas of financial modeling and analysis, merger and acquisition analysis, production process improvements, financial and economic forecasting, capital budgeting and project evaluation.  Mr. Yan’s skills allow him to prepare industry trend forecasts based on macroeconomic industry and industry specific data.  He has completed engagements in the chemical, petrochemical, energy and manufacturing industries.  Mr. Yan’s computer skills include PC, IBM mainframe and Dec/VAX.  His operating systems and computer language experience includes C, Fortran, SAS, DOS, Windows 95 and NT, VMS, CMS and UNIX.  Mr. Yan is completing his Ph.D. in Finance at the University of Houston, having received his MBA from the University of Alaska and BBA from Xuzhou University, Xuzhou, China.
James Zettel

Dr. Jim Zettel is a licensed clinical psychologist with more than 20 years of clinical experience. He employs psychological principles to assist organizations in preparing for and implementing change.  He has helped managers develop a motivation for change within their organizations to establish support for change, manage the transition and sustain the readiness for change. Dr. Zettel has developed an instrument that measures an organization's readiness to change and consequently identifies potential problems before managers attempt to change their organization.

Elizabeth Fletcher
Dr. Elizabeth Anderson Fletcher is an Associate Professor of Decision and Information Sciences in the C. T. Bauer College of Business at the University of Houston.  She has published articles in the International Journal of Forecasting, Journal of the Operational Research Society, Production and Inventory Management Journal, American Journal of Medical Quality, and International Journal of Health Care Quality Assurance.  She currently teaches courses in the Executive MBA program and at the undergraduate level in Production and Operations Management, Service Operations Management, and Health Care Management.  Fletcher’s research interests include forecasting and planning, service quality measurement, and health care quality management. Current research projects are the evaluation of focus forecasting techniques, the use of dimensional analysis in service quality measurement, and the impact of medical errors and patient safety on health care quality management.

Edward Nathan

Dr. Edward Nathan received his Ph.D. from the University of Texas in 1080.  He currently holds a faulty position in Accountancy and Taxation at the University of Houston where he teaches Financial Accounting, Financial Statement Analysis, and CPA review courses.  Dr. Nathan has provided testimony as an expert witness in business valuations, cost analyses, and lifetime earnings evaluations.  He has extensive audit experience with Deloitte and Touche in a variety of industries including land development, manufacturing, and service industries.  He is proficient in the set up of personal computer systems and the use of statistical software packages such as SAP and BMDP.  

Sorin Sorescu
Dr. Sorin Sorescu is an Associate Professor of Finance in the C.T. Bauer College of Business at the University of Houston.  He has published articles on Capital Market Efficiency, Options, and Banks and other financial intermediaries in the Journal of Financial and Quantitative Analysis, and the Journal of Money, Credit, and Banking.  He currently teaches courses in Corporate Finance at the Undergraduate, MBA, Executive MBA, and Ph.D. levels.  Dr. Sorin’s energetic presentation style makes him a favorite among students and corporate executives.  Besides his teaching responsibilities, Dr. Sorescu presents regularly in the University’s Executive development program and and conducts Finance Seminars in Shell Oil Companies’ Business Leadership Development Program.  
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